ID Article Index—January to June, 1972 


SPECIAL REPORTS 


72 outlook: industry bullish for slow 

but steady gains January 33 
Despite Phase II uncertainty, industrial distributors and 
suppliers see upturn of 7 to 10% in the year ahead. 


Fleet management: how to be a pro at it February 21 
Fleet costs careening out of control? Whether you own or 
lease, here’s a system for getting a grip on your operations. 


26th annual survey: supply sales curve upward 3% . .March 37 
Roundup of operating results shows industry at $14.5-billion 
mark; gross margin dips 1%. Industrial distributors predict 
10% gain in '72. Checklists cover key averages by region. 


Bearing men take on industrial vibrators April 41 
Allied Arkansas sets up subsidiary (Vibrators, Inc.) for mar- 
keting vibrators through other bearing supply firms. 


OSHA inspectors: do not ignore, they may knock 

at your door 
Though distributors and firms with less than 25 employees are 
not prime targets, they are hardly exempt from the safety and 
health act. Tips on how to comply. 


IDEAS FOR MANAGEMENT 


Repair service pumps. new life into Scott sales ...January 47 
indianapolis fluid power specialist sees business jump 10-15% 
since setting up eight-man repair service shop. 


OEM pricing has got to go! ...................... April 33 
In ID interview, Doc Schaff, pres., Syracuse Bearing, and new 
BSA head, argues for replacing OEM pricing with standard 
quantity discounts in the bearing supply field. 


“We don’t work out of a basement” April 48 
Here’s how and why year-old Hansler Ltd. branch staged a 
two-day show with 20 suppliers at Kingston, Ont. 


What you should know about pension plans 
Problem with retirement benefits? Primer for small firms out- 
lines why and how to set up employee retirement plans. 


Going computer (IV): ‘First year’s 

really rough, but...’ 
General line distributor Jack Madsen describes the surprises, 
problems and rewards of going ‘‘on stream’”’. 


Why should winners carry losers? ................. May 56 
St. Louis firm shifts inventory and pricing policies for more 
equitable differential between standard and oddball items. 


Import acceptance bears down on 

bids to ‘Buy American’ 
Boston bearing specialist sees import quality, delivery and 
profitability burying resistance to foreign products. 


Regional service centers: 

new signs of supplier support 
Morse Chain shuts district offices, sets up six regional ware- 
houses. Move typifies suppliers’ desires to cut operating costs 
while better serving their distributors. 


Contractors Supply builds bridge to industrial sales ..June 41 
Hit by construction strikes, Kansas City supply firm finds 
auxiliary routes to new business. 


SALES/TRAINING 
Phone rings true as answer to 
covering small accounts February 29 


Phone Power at Crown Screw cuts costs, improves sales, 
while boosting service to customers. who buy under $5,000. 


ID/June, 1972 


Industrial hydraulic attacks sagging sales 

with (air) logic February 41 
In quest for new markets, Wisconsin fluid power pros engineer 
applications for cheese shredders, hospital beds, trailers. 


“We’re primarily a service firm” 
Telco, Cleveland specialist, boasts an 11-man division that 
designs or repairs any-fluid power system. 


Ziegler takes its sales pulse 
Atlanta staff sharpens its salesmanship in two-day seminar 
covering ‘“‘where we’ve been, where we’re going.” 


Customer training: is it worth all the fuss? 
Tate Engineering, Baltimore, finds technical seminars key to 
building sales—and a “buy” at $10 a head. 


BroCo breaks the quantity barrier, 

repackages products 
Cleveland firm creates metal cleaners in pint-size containers 
for users who don’t want to wrestle with 55-gal. drums. 


What makes inside salesmen tick? 

Inside salesmen, sales manager and factory man discuss dis- 
organized P.A.’s; overpaid outside men; computers; and the 
future—when inside men will take over outside functions. 


PLANT PLANNING 


Pinpointirg the feasibility of expanding 

your facilities January 41 
First in @ series explores six factors for determining feasi- 
bility of expansion while protecting your investment. 


How to size up the right site February 47 
Site location should minimize costs, while maximizing delivery 
speed and reliability (Part Il). 


Cost cutting starts with layout 
Cutting operating costs depends upon how well you lay out 
space needs and traffic flow of facility (Part Ill). 


EDP’s not the only way 
. . . but perhaps the best way to ensure that internal opera- 
tions are as up-to-date as the physical facility housing them. 


INVENTORY PLANNING 


Managing inventory for profit: 

hurrah for ROA formula! February 33 
First in a series of articles on distributor inventory manage- 
ment tells why you should analyze your inventory investment 
in terms of Return on Assets (ROA). 


Are you flunking inventory control? 
Study reveals why inventory management—or lack of such— 
represent outsized profit drain for distributors. 


How to set product line priorities 

Guidelines for controlling segments of inventory are necessary 
to profitable management. But, how do you determine which 
products to zero in on? 


SALESMAN’S PROBLEM 


How to dump the long, long slump January 51 
Watching sales sag, outside salesman launches “anti-slump” 
campaign. Result: nosedive continues. Now what? 


Pulling the prima donna in line March 55 
Inside salesman is victim of outside “‘partner’s” errors. As 
bad reputation builds, solutions dwindle. 


Pitching for a bigger piece of the pie 
Small orders, big potential—that’s what the account meant to 
this supply salesman. His hurdle: inaccessible P.A. 
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SPECIAL REPORTS 


What’s new in fasteners? ......................8- July 29 
Product proliferation problem is compounded by early con- 
frontation with metrication, lack of standardization, and 
foreign competition. Specialty and ‘‘systems” items offer 
greenest fields for distributors. 


Grasping the business end of portable power tools . August 25 
Distributor survey combined with manufacturer interviews 
offers insights into the growth and problems of the largest 
single product group sold through industrial supply firms. 


Metric mania is on the move ................ September 37 
The inch fades while the metric system bids for acceptance. 
Several bills propose coordinated national conversion by 
1983; its impact on distributors is discussed. 


Down with national contracts! .................. October 30 
Syracuse Bearing’s Donald G. Schaff, current head of Bear- 
ing Specialists Assn., explains the difference between sound 
‘systems’ contracts and national sales agreements. 


Women in PT, bearing sales apply the 

Co LT a aera era area et ararrs October 31 
Making a place for themselves in a ‘‘man’s world” of PT 
and bearings are two who find being a woman is no barrier. 


ID’s 6th Advertising Achievement Awards ...... November 31 
Special report on the distributor-winners of ID’s 1972 ad 
awards competition, with capsule rundowns on ideas, tech- 
niques and materials behind the nine winning entries in three 
categories: direct mail; sales presentations; and media. 


Plane bearing pros press for bigger piece of 

STO ID ioe. osc iced strerelarsitls eats eelog November 39 
PBSA members are master distributors; 50 to 90% of their 
sales go through other bearing specialists. Here’s a unique 
insight into their products, marketing aims and potential. 


Focus on welding supply specialists .......... December 27 
Special feature on welding supply distributors includes re- 
sults of comprehensive national survey and case history 
on Magnolia Welding Supply, Houston. 





IDEAS FOR MANAGEMENT 


ID Distributor Profile: Why get involved? ........ August 36 
‘Voluntarism’ and ‘participation’ are important to Charles 
Brink, whose involvement in community affairs is as much 
a way of life as his dedication to general line supply. 


‘| see a lot of changes ahead’ .............. September 62 
One of America’s more active and ‘outspoken distributors for 
the past 40 years, Jimmy Donahue, the just-retired president 
of Chandler & Farquhar Co., talks freely and to the point. 


PT and fluid power go hand in hand! .......... October 44 
Lured by growing sales and ‘systems’ potential, two Ohio 
specialists plunge into FP. Here’s the thinking behind it. 


PTDA exec warns. . . Don’t let complacency 

IMI Ni ssh 5 sec oi seers otha cranks ih ela’s Makara October 55 
Incoming head of Power Transmission Distributors, Wayne 
Gehan, cites eight profit areas to watch—in good times as 
well as bad. 


Canadian scans bearing, PT scene ............ October 56 
Offering random thoughts on the Canadian bearing and PT 
business is J. Bruce Adams, pres. of Canadian Bearings Ltd. 


13 ways to improve your next show ........... November 49 
Product shows that build sales and customer loyalty are good 
medicine for Industrial Supply, Richmond. Here’s its Rx for 
A-1 open house. 
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DBB: the keypunch is dead ................ September 57 
Optical scanning device obsoletes keypunching, helps revolu- 
tionize data processing at Detroit Ball Bearing. 


IDEAS FOR SALESMEN 


Memo to outside salesmen ........................ July 40 
What do you mean by service? In memo to four salesmen, 
John McGill, v.p.-sales, Martin Supply, Sheffield, Ala., an- 
swers that question. 


Pay ’em straight commission! .................... July 57 
Forty-Year veteran builds case for “commission only.” 


Who says hoopla doesn’tsell. ................ September 47 
Norfoik general line firm keeps competitive pot boiling with 
zany radio sports, mailers and sales contests. Here are its ten 
principles for making promotional pushes pay off. 


Honesty’s the best policy. Always? .............. October 61 
Inside trainee believes honesty should come first—at all times— 
while veteran takes liberties based on his experience. 






On missionary call: sell yourself or your 

CON GIG ooo 6 ie Us ee ee neous November 57 
Two salesmen from same supply company call on two new 
but similar prospects. The first sells his company, the second 
sells himself. Which is best? 


He makes OSHA mean ‘Obvious Supply House 

OIE oN xe hen cae Ae ear Ree ea mea a aes December 41 
Here’s how safety-inspector-turned-salesman Bart Blaine cap- 
italizes on thrust of Occupational Safety & Health Act to 
boost sales at Guardian Safety Equipment, Norfolk. 


INVENTORY PLANNING 


Electronic Fasteners rebounds by shifting market ....July 32 
With its primary market disintegrating, New England firm finds 
salvation in belt-tightening and diversification. 


Study your inventory ‘environment’ ................ July 49 
Managing inventory for profit/4: Defining each inventory 
segment is prerequisite for control. Here’s a checklist for 
analyzing your particular product groups. 





Kramer cracks inventory control, pricing problems . August 33 
Illinois plumbing-heating wholesaler automates inventory 
management and discount structure via IBM System/3. 


Pin down product peculiarities .............. September 65 
Managing inventory for profit/5: Realistic controls for high 
priority inventory depend on understanding nature of in- 
ventory segments. Here’s how to pull all data together. 


How to create final IM policies .............. November 53 
Managing inventory for profit/6: ‘Policy factors’ worksheet 
combines data from earlier checklists to expose weaknesses 
in distributor’s existing IM system. 


PLANT PLANNING 


Bamal beats the expansion bugaboo .............. July 34 
Michigan distributor’s growth, spurred by trend toward spe- 
cialty items, creates space problem. Solution: expandable 
building. 





How to make order-picking pay off .............. August 41 
Plant Planning/5: Efficient picking operations are predicted 
on location systems and how well you size up such variables 
as volume, items per order, picking frequency and turnover. 


Design all depends on criteria................ December 46 
Plant Planning/6: Before you talk building design, pin down 
your plant criteria. Here are five basic areas. 
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